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Howtosucceed with TechnologyTransfer
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TechnologyTransfer
=

Transfer of Technology

&

Transfer of Techniques

= Know−HowProducts &Environment &Documents & &Rights &Finance
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T'Transferis between Enterprises

Kind of Business

Processes
Core Competences

Core Resources
Company Resorts

delivering Products
producing Services

granting Rights

3kind of Processes
Management − Business− Background

P' Resources: Products
Environment
Documents
Know−How
Rights
Finance

Layers of an Enterprise? Whatisits Nature?
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TechnologyTransferis:
theTransfer of Pri mary Resources

Products Environment (infrastructure, tools..) Documents Know−How Rights Finance
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a) Delivering Products
&

b) Services as Education, Know−HowTransfer,
development ofinfrastructure.
&

c) Licencing Property Rights

95%of Contractsrunintoserious Problems.
I n only5%Management adaptstheir processesfor
entering newBusiness Fields at an earlystage.

TechnologyTransferis managing 3kinds of Business.
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A: Definition
1. Products
2. Environment
3. Documents
4. Know−How
5. Rights
6. Financing
7. Project management

B: Expenses
1. Repeating
2. once per step

C: Revenues
D: Profit and Loss
E: Draft Contract
F: Risks and proposition
G: Data Package

Structure of T'Transfer
Preparation Contract Realizing



©1996/2005

TechnologyTransfer:
− needs newunderstanding of BusinessI nteractions.

− means establishing acomplementary ValueAdding Network(VAN).

− meansli nking Know−Howto Know−How

− maybecombined with venture, countertrade, compensation.

− Planning T'Transfer onlyon a greentable will l eadtoa desaster.

− meanslongtermthinking
− means Partnership
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TechnologyTransferis part ofthefuture Business

−> Management will facethatit will be ani mportanttaskfindinginnovativesolutionsin orderto
localizethe Core Resources and create newbusiness opportunities.

Yesterday Today Tomorrow

Focus Product What buyer wants What buyer needs

Products Products, Services

&Processes

Question Howtorealize Howtosi mplify Howto use Resources
products? processes? and capabilities?

Answers Structures mini mizingcosts maxi mizing earnings
shareoflabour automatisation enlarge Business activities
makingthemselves outsourcing insourcing

leaner smarter
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TechnologyTransferisrealizingtheTriple− A−Strategy

HolisticI nc.

Potenti al − Chance − Risk − Consequence − Decisi on − Task − Visi on

Managementsstressfields of decision.

quantitative
criterionfor
decisions

qualitative
criterionfor
decisions

subjective
criterion

objective
criterion

mathematic
algorithm.

quantitative
models

qualitative
models

Management-
tools

virtual
Substitute

building models

real
System
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Business Engineering =
High Techniquesfor managing Complexity

Askfor bengin− Systems ©

Askfor bengin− Partner

Askfor bengin− Services

©registered Copyright, TXu 512 154, March 20. 1992, Washington D. C. (USA)

Li mit of newtechniques

Li mit of
classictechniques

cognition, expense, requirement

Efficiencyof
techniques

Potentialfor
newsolution
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Contactforfurtherinformation
andyour personal licence.

Enginering Officefor Business Development
Peter Bretscher, Alpsteinstrasse 4
CH−9034 Eggersriet
Telephon ++41 71 877 14 11
pb@bengin.com


